broemens nayxu u npaxkmuxu [ Bulletin of Science and Practice T. 10. Ne12 2024
https://www.bulletennauki.ru https://doi.org/10.33619/2414-2948/109

COLIHAJIPHBIE U IT'YMAHUTAPHBIE HAYKH | SOCIAL & HUMANITIES SCIENCES

V]IIK 330.47 https://doi.org/10.33619/2414-2948/109/51
JEL classification: M11

POJIb CRM-CUCTEM B OIITUMHU3AIIAN MAPKETUHI OBBIX CTPATET I

©®omuuesa E. A., ORCID: 0009-0007-1323-8033, I 'ocyoapcmeennsiii yruepcumem ynpasieHus,
2. Mockea, Poccus, fomicheva_ekat@rambler.ru

CRM-SYSTEMS' ROLE IN MARKETING OPTIMIZATION STRATEGIES

©Fomicheva E., ORCID: 0009-0007-1323-8033, State University of Management,
Moscow, Russia, fomicheva_ekat@rambler.ru

Annomayus. Aunanusupyercs poar CRM  (customer relationship management) cucrem B
NOBbIIEHUN 3()(HEKTUBHOCTH MApKETHHIOBBIX cTpareruii kommaHui. Mccnemyercs BiIusiHME Ha
NEPCOHAIM3AMIO U AJaNTallM0 MAapKETUHIOBBIX KaMIIAHUH B YCJIOBHUSX BBICOKOW KOHKYPEHIIMH.
Nzyuaercsa ciocooHocts CRM-cucteM CTpyKTYpHUpOBaTh 1 00padaThiBaTh JaHHBIC O KIMEHTaX IS
Jy4ylIero IOHUMaHWs MX MoTpeOdHocTe u npeanodyreHuid. IloguepkuBaercs 3HadeHHE
aHAIUTHYECKUX BO3MOkHOCTeM CRM [uis mpenckazaHus KIMEHTCKOTO MOBENEHUS M MOBBILEHUS
TOYHOCTH TapreTuHra. PaccmarpuBatorcsi npoOnemsl, cBsizaHHble ¢ BHeapeHuemM CRM, Bxirouas
BBICOKYIO CTOMMOCTb, BOIIPOCHI O€30MACHOCTU W CJIOXHOCTH MHTerpauuu. Jlemaercss BBIBOA O
MEePCHEKTUBHOCTH ucnonb3oBanuss CRM B mapketunre.

Abstract. This article analyzes the role of CRM (customer relationship management) systems
in enhancing the effectiveness of companies’ marketing strategies. It examines the impact of CRM
on the personalization and adaptation of marketing campaigns in a highly competitive environment.
The ability of CRM systems to structure and process customer data to better understand their needs
and preferences is studied. The importance of CRM’s analytical capabilities for predicting customer
behavior and improving targeting accuracy is highlighted. Challenges associated with CRM
implementation, including high costs, security concerns, and integration complexities, are
discussed. The article concludes with insights into the prospects of CRM in marketing.

Knouesvie cnosa: CRM-cuctempl, MapKeTHHI, IEepCOHATM3aIUs, KJINCHTCKHUE JIaHHEIC,
AHAJTUTHKA, ONITHMH3AIIHA.
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CoBpeMeHHbIE MapKETHHIOBBIE CTpAaTErdu Bce OOJbIIE OPUEHTHPYIOTCS Ha IMOCTPOCHUE
YCTOWYMBBIX M TEPCOHAIM3UPOBAHHBIX B3aUMOOTHOIIEHHH C MOTPEOUTENSIMH, YTO OOYCIIOBIIEHO
pacTymieil KOHKypeHIIMEH W CTpeMJICHHEM K yIep)KaHWio ayauTopuu. CHUCTEMBI YIpaBICHUS
B3auMOOTHOMIeHUs MU ¢ KiareHTamu (CRM) mpemocTaBisioT KOMIAaHUSIM BO3MOXXHOCTh COOMPATh,
aHAM3UPOBaTh U CTPYKTYPHPOBATh JaHHBIC IS TMOBBIMIEHHUS 3((EKTUBHOCTH MapKETHHIOBBIX
KamnaHuid. MccnenoBaHusl MMOKa3bIBAIOT, 4TO Hcnojib3oBaHue CRM-cucteM mONOXHUTENBEHO
KOPPEIHUPYET C YPOBHEM YACPKAHUS MOKYyIATeNIel ¥ UX YIOBICTBOPEHHOCTRIO [1].
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ITo undopmaruu Statista, oxxummaercs, uto B mepuon ¢ 2024 mo 2029 rox peiHok CRM
MPOAOJKUT CTAaOUIIBHO Pa3BUBATHCS C €XKErofHbM TemroMm pocta 10,34%, B pesynbrare 4ero K
2029 romy on mpocruraer 145,60 mupn. momapoB CIIHA. Takoit pocT MOXHO OOBSICHUTH
yBeNM4YEeHUEM crpoca Ha nporpamMubeie pemieHuss CRM Bo Bcem wmupe. Oxupmaercs, uTO
HauOOJBIINK TOXOA OT UCHOJIb30BaHMS TaKUX TeXHoJorui mosydar komnanuu CIIIA, rae peiHOK
CRM B 2024 rony ouenuBactcs B 45110 muH. gostapos [2].

Lenpto manHOrO wHccienoBaHus sBisercs oueHka poian CRM-cucrem B ontumuzanuu
MapKETHHTOBBIX CTPaTeTUi M aHAM3 WX BIUSHUS HAa OCHOBHBIC MOKa3arenu 3(PPEKTUBHOCTH B
MapkeTuHre. B crarbe paccmarpuBaroTcs KiroueBble (yHKIMOHaJIbHble Bo3MOxkHOCTH CRM-
CHCTEM, a TaKXe OINPEAESIOTCS MPOOIEMbl U OrPAaHUYEHHUS, C KOTOPBIMU CTAJIKUBAIOTCSI KOMITAHUU
npu BHenpennu CRM.

Ocnosnas uacmo. Teopemuueckue ocnosvt CRM-cucmem 6 konmexcme mapkemunza

B ycrnoBusix ObicTporo u3meHeHHs! norpedurenbckoro noseneHuss CRM-cucTeMbl SBISIOTCS
BAKHBIM HHCTPYMEHTOM JUISl ONTHMMH3AlMM MapKETHHIOBBIX crpareruil llomstue ‘‘customer
relationship management” oGbearHSIET POIECCHI COOpa, XpPAaHEHUS U aHAJIN3a JTAaHHBIX O KJIHCHTaX
C 1IeNbI0 (POPMHUPOBAHUS IEPCOHATU3UPOBAHHBIX MOAX0A0B. KiltoueBbie TeopeTHUecKre KOHIEIITUN
CRM BkIIOYAIOT YOpaBIEHUE SKU3HEHHBIM I[HMKJIOM KJIHEHTa, CETMEHTAlMI0 ayluTOpHH,
aBTOMATH3allMI0 PEKJIAMHBIX KaMIIaHUW M Tpeacka3zaHue noseaeHus kimeHToB. CRM-cuctemsl
CIOCOOCTBYIOT ~ CO3[aHMIO I[IEHHOCTHM 4Yepe3 KIMCHT-OPHEHTUPOBAHHBIE CTPAaTETHH, UYTO
MOJYEPKUBAET BAXXHOCTh JAaHHBIX O KIMEHTE M HMX 3HAYUMOCTh ISl Pa3padOTKU YHUKAIbHBIX
MPEJI0KEHUI.

OcHOBHBIMHM 3ajlauaMu, KOTopble AokHa pemars CRM-cucrema, SBISIOTCS IMOBBILLIEHUE
3pPEKTUBHOCTH pPaOOTHl MEHEKEPOB M yBEIMUYEHHE O0XoAa OT mnpojax. s moctmwkeHus
MakcuManbHONH  3(p(EeKTUBHOCTH U pabOTOCIOCOOHOCTH  TaKWX  QJITOPUTMOB  BaKeH
MOCJIEZIOBATENIbHBIN M OTBETCTBEHHBIN MOAXO/A K UX CO3JaHUIO M HACTPOWKe Ha KakJIom dTare. Ha
Pucynke wu3oOpaxkensl otanbsl BHeapeHuss CRM-cuctembr B o0mem Buzae. Kaxnapii mar
MIPEJICTABJIEH KaK CTYNEHb, OTpaXkasi IOCTENIEHHOE MTPOXOXKACHHUE 3TANlOB OT ONpPEEIICHUs LIeei 10
00yueHHs TIepcoHaa 1 moaepxkKu [3].

BianmojieiicTBig ¢ KAHEHTOM

-1 ¥ Oupejeaenue neaei u 3azay suepenus CRM

Pucynoxk. Orans! Bueapennss CRM-cuctemsl
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B mapketnnre CRM-cuctembl IpeoCTaBISIIOT KOMIAHUSIM [IUPOKUH CIEKTP UHCTPYMEHTOB,
KOTOpBIE 00€CIIeUYnBaIOT 00Jiee TOYHYIO CETMEHTAIMIO M TO3BOJISIOT MOBBICHTH Y()PEKTUBHOCTH
MeponpusTaid. Cpenu HanOosee BXKHBIX (QYHKIHA CIIEAYET BBIICTUTH COOP U XpaHEHUE JTAaHHBIX O
KJIIMEHTAaX, HUX CErMEHTAlMI0 MO PAa3JIUYHbIM IpU3HAKAM, aHaJW3 MOBEACHMS TMOKymareinend u
aBTOMaru3anuio kamnanuii. Ha ocnoBanuu storo CRM no3Bossier popmMupoBars LieaeBbie IPYIIIIbI,
KOTOpbIE SIBJISIFOTCSI OCHOBOM [IJIsl MEPCOHAIM3UPOBAHHOIO MApKETHHIA, IMOBBIIIAIOLIETO OTKIIMK
KJIMEHTOB [4].

Eme onun xapakrepnsiii mpusHak CRM-cucteM — NpUMEHEHHE OMHUKAHAJIBHBIX I10/IXO/I0B!
BCE KaHajbl KOMMYHHUKAIlMU, BKJIIOYas SJIEKTPOHHYIO MOYTY, COLUAIbHBIE CETH U TeJaedOHHbIE
oOparmieHusi, MOryT ObITh OOBEAWMHEHBI B OAHOW IIargopme. DTo obecrmeynBaeT IEIOCTHOE
MPEICTABICHHE O KaXIOM KIHMEHTE M TMO3BOJSICT VYIY4YIIUTh WX BOCIPUATHE OpeHsia.
Ananutnueckue Bo3MokHOCTH CRM moMoraroT He TOJIBKO OTCIEKHUBaTh, HO M IPEACKA3bIBATh
U3MEHEHHUs B MPEANOYTEHUSX ayIuTOpHH, oOecreurBas BBICOKYIO TOYHOCTh MAapKETHHTOBBIX
CTpaTeruii U CHUKas 3aTPaThl HA PEKJIAMHbIE KAMITAHUU.

Ipeumywecmesa enedpenus CRM-cucmem 6 mapkemunzogyro cmpame2uro

Kak Obuto oTMEueHO paHee, OJHUM M3 BaXHEHWIIUX MPEUMYIIeCTB Hcnonb3oBanus CRM
SIBJISIETCS. BO3MOXXHOCTD TOBBIIICHHUS JIOSUIBHOCTH KIIMEHTOB Yepe3 MepCOHATN3UPOBAHHBIN MOIXO/.
UccnenoBanns mokaspiBaioT, yTto komnanuu, BHeApusiine CRM, B cpegnem Ha 27% ObicTpee
NO0OUBAIOTCS POCTA JIOSUIBHOCTH W yaepaHus mokymnareneil. Kpome toro, ucnonb3oBanne CRM
MO3BOJIIET OPTaHMU3AIIHMAIM MOBBICUTH BO3BpaT Ha nHBectulinu (ROI) 3a cueT TouHOI cermeHTaIK U
JMy4lled HacTPOWKH 1EJeBhIX MapKeTUHToBbIX KammaHuid. CRM-cucremsl crocoOCTBYIOT
COKpAIIICHUIO IMKJIA MPOAAXK, TaK Kak WHGOpMAIUs O KIMEHTE XPAHHUTCS LEHTPAIN30BAHHO W
JOCTyIIHa OT/AEJaM MapKeTHHra M cObITa, 4YTO YCKOpSieT NpOLEecC B3auMOjaeWcTBUA. Takue
CTpaTeruy MpeAsiaraloT BO3MOXKHOCTH I pPETapreTMHra M KpPOCC-TPOJax, 4YTO IO3BOJISIET
OpraHM3alysM yBEJIWYUBATh CPEIHUN 4YeK 3a CcYeT aHaiM3a MPEeANOYTeHHUH KIMEHTOB U
IIPEMIOKEHAN IPOLYKTOB, KOTOPBIE MOTYT UX 3aMHTEPECOBATh. B COBOKYITHOCTH 3TO UMEET MPSIMOE
BIIMSHKE HA JOJITOCPOYHYIO (PUHAHCOBYIO YCTOHYUBOCTH KOMIIaHUH [5].

Buenpenne CRM-cuctembl MO3BOJSET aBTOMAarU3UpOBaTh Mporecc  (GOpMUPOBAHUS
MEIMAIIaHOB JIJISl BCEX TUIOB MPOJaXk. DTO UCKIIOUAET BO3MOKHOCTD OMUOOK TpU (hOPMUPOBAHUN
JOKYMEHTAIlMM B PYYHOM pPEXHUME U MOBBIIIAET TOYHOCTh U HAJEKHOCTHh paboThl. B pesynbrare
nporecc (HOPMHUPOBAHUSI MEAUATUIAHOB CTAaHOBUTCA Oosiee 3(PPEKTHBHBIM U OBICTPBIM, YTO
MO3BOJISICT SKOHOMHUTH BpeMs U pecypchl [6].

Ocobennocmu ucnonvsosanus CRM-cucmem 6 mapkemunee

HecMotpss Ha siBHBIE IpeuMyIlecTBa, mpolecc ucrnoib3oBaHuss CRM-cuctem compsikeH ¢
ONPENEICHHBIMA TPYIHOCTAMU. HeEKOTOpble KOMIIAHUU CTAJIKUBAIOTCS C BBICOKOH CTOMMOCTBIO
BHeipeHus CRM, Bkittodasi 3aTparhl Ha MPOrpaMMHOe o0ecriedeHrne, HHPPacTpyKTypy U oOydeHue
nepcoHasia. B MasbIX U CpeHUX MPEANPUATUAX, [IE PECYPChl OTPAHUYEHBI, OTO MOXKET IIPUBECTH K
CYLIECTBEHHBbIM 3arpynHeHusM. Takke BHenpeHne CRM TpeOyeT 3HAUUTENBHOIO BpPEMEHU Ha
aJanTanuoo KOMaHIbl M BBICTPAaMBAaHWE HOBBIX IPOLIECCOB, YTO MOYKET HETAaTHMBHO CKa3aTbCs Ha
TEKYIUX MAPKETUHIOBBIX NHUIIMATUBAX.

Eme ogHO moTeHIMarIbHOE OrpaHUMYEHHE CBA3aHO C 0e30macHOCThIO JaHHBIX. C pocToMm
KOJIMYeCTBa MH(pOpMAaILIMK, COOpaHHOM O KIMEHTaxX, BO3pPAcTaeT U PUCK yTeueK KOH(UIEeHIIHAIbHON
uHpopManuu. DTO MOXET NPUBECTH K CEPhE3HBbIM pEenyTalMOHHBIM pPHUCKAaM, OCOOEHHO eciu
JAHHBIEC KJIMEHTOB IIONAaAyT B PYKU TPETbUX JIULL.
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CloxHOCT MOXET BbI3BaTh Tmporecc uHTerpauu CRM ¢ apyrumMu cucremMamu ©
wiargopMaMu, HCHOJIb3yeMbIMH KommnaHuei. B cimydae HecoBmecTUMOCTH, 3((HEKTHBHOCTH
ucroip3oBanugd CRM MokeT OBITh 3HAYUTEIBHO CHMXKCHA, U 3TO IIOBIUACT HaA OITHMH3AIIUIO
MapKeTHHIOBBIX CTpareruii. Ps mHbIX mpoOieMHbIX obnacteil npencrasieH B Tabnuie.

Tabmura
IMMPEMMVYIIECTBA 1 HEJOCTATKU UCITOJIb3OBAHUS CRM-CUCTEM [7, 8]

Acnexmul Ipeumywecmea Heoocmamxu
Ilepconanuzanus CRM-cucTeMbl O3BOJISIOT CETMEHTHPOBATH BrIcokas crereHb mepcoHaTn3aIng
B3aMIMOJCWCTBUSA  KIIMEHTCKYIO 0a3y W pa3padaTbIBaTh TpeOyeT TmareapbHoro coopa u

WH/IMBUTy AJTbHBIC TIPEIJIOKCHUSI. aHaM3a JAHHEBIX, YTO MOKET OBIThH
3aTPYJHHUTEIBHO.
VYayuiienue ABTOMaTH3aIA MPOILECCOB MO3BOJISET B03MOHBI OIIMOKH, YTO MOKET
00CITyKBaHHS OBICTpee pearupoBaTh Ha 3aMPOCH KIIMEHTOB, BBI3BaTh HEJOBOILCTBO KJIMEHTOB.
KJIMEHTOB TIOBBIIIAsI YPOBEHb UX YIOBICTBOPCHHOCTH.
Amnanutuka u CRM-cucteMbl peIoCTaBIISIOT MOIIHBIC HenpaBunbHas uHTEpHIpETalns
OTYETHOCTH WHCTPYMEHTHI JUTSI aHAIH3a JaHHBIX, YTO JTAHHBIX MOXKET TIPUBECTH K
IIOMOT'a€T BBIABIIATh TCHACHIIUN U YIy4YIlIaTh Hed(D(PEeKTUBHBIM pEIICHHUAM H
CTpaTCI‘I/II/I. CTpaTeFI/I}IM.
VBennuenue ABTOMaTH3aNHS TIPOIECCOB TPOIAK HeaddexTnBHBIE MApPKETHHTOBBIE
poIax CIOCOOCTBYET YBETMUCHUIO KOHBEPCHH U KaMITaHUHU BEAYT K MOTePE PECYPCOB U
OIITUMMHU3AIINU BOpOHKI/I nponam. HI/I3KOI\/'I OKynaeMOCTI/I HHBCCTHHHﬁ.
CornacoBanHocth CRM-cucTeMbl criocoOCTBYIOT YITyUIICHUIO Bueapenne CRM MoKeT BbI3BaTh

B paboTe KOMaH/

B3aMMOJICHCTBHS MEXY OTICIAMH, YTO
MOBBITIIAET OOMIYI0 APPEKTUBHOCTH OHM3HECA.

COIIPOTHUBIICHUE CO CTOPOHBI
COTPYAHUKOB, €CIIM OHU HE 00yUCHBI
WJIM HE MOTUBUPOBAHBI.

JlonrocpouHsie OddekTuBHOE yIIpaBiieHUE [MocTostHHAs TOAIEPIKKA U
OTHOIIIEHUS C B3aMMOOTHOIIEHUSIMH CITOCOOCTBYET obnoBieane CRM-cucrem TpedyroT
KITUCHTaMH (OpMHPOBAHUIO JIOSITBHOCTH KIIMEHTOB 1 PECYPCOB U BPEMEHH, UYTO MOKET

yIaepKaHHIO.

OBbITh MPOOJIEMAaTHYHO.

UcnonszoBanue CRM-cucteM B MapKeTHHIE, HECMOTpS Ha OYEBHJHbBIE MPEUMYIIECTBA,

Tpe6yeT B3BEIICHHOI'O II0JXOJAa M TIIATEIbHOM MOATOTOBKHU. YCIIEIIHOE BHCAPCHUC TaAKHUX
AJITOPUTMOB Tpe6yeT KOMIIJICKCHOI'O I10Jx0z1a, KOTOpBIﬁ BKJIHOYAaCT KaK TCXHOJOTHMYCCKHEC, TaK H
OpraHnu3allMOHHBLIC AaCIICKThI, HAIIPABJICHHBLIC Ha JOCTHXKCHHUEC IOJIIOCPOYHBIX nejaeu B obOmactu
KIIMCHTCKOI'O CEpBUCAa U MApKCTUHTIA.

Bui16o0

B coBpemenHbix ycioBusix CRM-cuctembpl uUrparoT BakKHYIO poOJb B ONTUMHU3ALUU
MapKETUHIOBBIX CTPATEruil, MPEAOCTABIISII KOMIIAHHWAM BO3MOXHOCTH Uil IEPCOHAIM3ALNH,
YIydllleHUs  KadecTBa  OOCHYXHBaHUS  MOTpeOuTeneil M mMoOBbIIIEHHA  3(deKkTuBHOCTH
B3auMojeicTBuss. CerMeHTanus KIMEHTCKOW 0a3bl M aHAJUTHKA JAHHBIX IO3BOJIIOT JIydIle
MMOHUMATh MOTPEOHOCTH W NPEANOYTEHUsS ayTUTOPHH, YTO CIIOCOOCTBYET CO3/IaHUIO YHHUKAJIbHBIX
MIPEVIOKCHUA W YIYUIICHUIO OTKJIMKA mokymnarenei. Takum obpazom, CRM-cucteMbl momorarT
YKPEIUIATh JOJTOCPOYHBIE OTHOUICHUS C KIMEHTAaMH W YBEIMYMBATh HX JIOSJIBHOCTB, YTO
MOJIOXKUTENIBHO CKAa3bIBae€TCs Ha OOIIEM YypOBHE KOHKypeHTOCmocoOHocTH Ou3Heca. Buenpenue
CRM Takxe crnocoOCTBYeT MOBBIIIEHUIO COIJIACOBAHHOCTH B paboTe pa3iMyYHbIX OTIENIOB
KOMITaHWHM, YTO TI03BOJIAET OpraHMU30BbIBaTH Oonee 3(deKkTHBHBIE U IleJeHaNpaBICHHbIE
MapKeTUHIOBble KammaHuM. OAHaKko UIsl JOCTHIKEHUS MAKCHUMAJBHBIX PpE3YyJIbTaroB Ba)KHO HE
TOJIBKO O0ECNeunTh TeXHHYeCcKyto uHTerpauuio CRM ¢ cymecTBylOIMMH CHUCTEMaMH, HO W
MPOBOIUTH O0yYEeHHE MepCcoHaia, afanTUPOBAaTh BHYTPEHHUE MPOIECCHl U YUUTHIBATh BO3MOKHbBIE
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PHUCKH, CBsi3aHHBIE C Oe30macHOCTBhIO NaHHBIX. B memom, CRM-cucteMbl SBISIOTCS OIHUM U3
KJIFOUEBBIX MHCTPYMEHTOB JJISI OpTraHU3aIfi, CTPEMSIIUXCS K YCTOWYUBOMY Pa3BUTHIO B YCIOBHSIX
AUHAMHWYHO MCHSIOIIICTOCS pLIHKa.
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